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ABSTRACT

This research combine the Rough Set Theory, Support Vector Machine, and the Particle Swarm Optimization algorithms and

apply to customer relationship management. Three steps are included ：(1) Using rough set theory identify key attributes, (2) Using

Support Vector Machine to increase the classification performance of RST, (3) Using Particle Swarm Optimization search the

parameters (C,σ) of Support Vector Machine. Data of the credit card questionnaire are used to verify the hybrid model. Finally,

two other models, Back-Propapation Neural Network, Discriminant Analysis are used to demonstrate the classification performance

of the proposed model. Experimental results show that the proposed model outperforms the other two approaches.
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